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To: 

Macleod, Stephen 


*P dm rm, kam am 

From: 

1600 - Buffalo Region (BRZEZIE) 

Edited: 

7/22/96 16:19 

Subject: 

Jobber Stickering Program 


Ladies and Gentlemen, 

Our Jobber Stickering Program will be discussed at our August 7, 1996 meeting in Syracuse, NY. We 
presently have variations in the way the program is being run. That was our original plan as we got 
this program up and running. The question now is what are the issues, and how do we take the 
program to a higher level. The attached document highlights some of the issues we now face. It may 
assist you in preparing for the discussion. 

Sincerely, 

F. V. Natale 

cc: Roger Farmer 
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JOBBER STICKERING PROGRAM 


• Program off to great start. Increases PV while decreasing RR work. 

• Need to take program to next level. 

- Greater emphasis and usage across the Region. 

- Need to expand program and get better mileage out of it. 

- Need to specifically increase SR understanding and usage. 

• Propose building Region Plan - Communicated to all as a major program/tool to use. 

Get away from wildcatter mind set. 

• There needs to be consistency in the way the program is run to reduce confusion and get 
buy in from sales force. 

Major Issue to Consistency: 

• Should Direct Accounts Administer the program the same way? 

- Off Invoice (administrative burden on DA) vs. having direct accept prebook, sticker and ship 
(responsibility for payment falls on RJR). 
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OFF INVOICE 

_ + _ z _ 

• Product goes out to retail price reduced • Administrative burden falls on DA. Could be 

large. If DA needs to place item # on product 

• RJR has minimal Field sales administrative work. could have up to 100 item #’s to control i.e.: 

Basically, we sell the product and set up. Winston base 150, 200, 250, 300, 350,400 

Possibility of them screwing up shipments etc. 

• Only check and balance takes place if SR 
communicates task request to set display. 

• Spending does not hit against specific accounts 
and class of trade. 

• We may be pre setting denominations on brands. 
If so, price gap strategy not being followed. 

• May not be able to sell to some accounts due to 
billing hassles. 

• Fair trade issue with off invoice? NY? 

RJR PAY AT RETAIL 

_ + __ z _ 

• Product goes to retail price reduced. * RJR takes on payment responsibility. Minimal, 

we are writing drafts in locations already. 

• Check and balance of product getting sent gets 
tighter due to check writing. 

• May be able to better sell against price strategies 
due to DA not having item #/admin. issues. 

• May get more accounts on board due to 
elimination of off invoice billing issues. 
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OFF INVOICE EXECUTION 


• SR sells via prebook-> • DA stickers and ships -► • RR sets up displays 

• Communicates to RR to • Takes off invoice 

set up 

RJR Pay Execution 

• SR sells via prebook_• DA stickers and ships _* • RR sets up displays 

• Communicates to RR to set up • Pays 

• Communicates to RR to pay 

OTHER ISSUES 

• How efficient could our communication (i.e.: set up direction, pay direction) be if we 
were to pay? 

• Would we benefit by using a standard Region prebook for this program no matter which 
way we go. 

N EXT S TEPS 

• Seek input from KAM, AM, DM - How is program running? +/-’s. 

• Would it be beneficial to standardize? If so, how? 

• Build solid plan which brings greatest benefit to RJR. Will not satisfy all. 

• Communicate to sales force. Drive program hard. 
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